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spent more money to the same destinatton ("hi:,:t ,;a:cn mengapa fiaikPerawat kbib bemat dibanding kereta dan
bas",2015).Thus, customers have alot of cheaper and tasrer choices to go by LCCs insteadbf using other
means of transportation like trains, buses and others. 
1
Despite of the increasing number of customers using this kind of LCC, a problem needs to be solved
whether these LCCs would be able to maintain their maintenance optimally with such low tariffs for
customer safety. Moreover, with the unfornrnate aircralt accidents dominated by the aidines using LCCs
concepts, it certainly has an impact on public concem in using air transport services.
Informal interviews were done to thirty customers s.ho have ever flied with LCCs by asking the same
question: "N7hat makes you more intetested in repurchasing LCCs compared wrthFall-Seruice Airlines apzrt
from their low tariffs?". Eleven respondents reuse LCCs due to their promotion, facility standard offered
which is suitable with the low tariffs; two respondents say that only LCCs offer the routes and time schedule
as expected. Six respondents choose LCCs because of good experiences that make them become loyai
customers; and four respondents fly with LCCs because they like travelJing. Two respondents take LCCs
because theit parents have bought them the LCCs tickets; and the other rwo respondents choose LCCs
because of their friends' recommendation. The last three respondents decide not to use LCCs anymore
due to security.
From the pre survey, there are seven indicatorb that make customers repurchase LCCs, which are
interesting promotion, economical taiffsf ntes, suitable routes and time schedule, good experiences and
loyalty, hobby and lifestyle, parents'decisions and friends'recommendation. Based on this phenomenon, this
research is done to find some new factors affecting customers' intention to repurchase LCCs in Indonesia.
In this study, internal and external factors arc analyzed as they have strong relationship with customers'
repurchase intention (I-in and Chen, 2009; Aresa,201,2; Maima, 2012; and Mahmudah,2013).
2. THEORITICAL ANALYSIS
Low Cost Carriers (LCCs)
Low Cost Carriers (I-CCs), which is also called Budget Airlines or Na Frilk Flights or Discounter Carriers, refer
to airline models providing lower taiffsf rates by eliminating some of the passengers' services and comfort
generally offered by other Full-Senice Airlines Q)at and Tan, 2014;Yuwanto,201.1).
Generally Full-Sentice Airlines try to compete with others by adding services with more values like
catering, newspapers, in flight shopping,lounge and the like. In contrast, LCCs have eliminating some of
these services, teducing passengers' comfort, using online system of booking and ticketing, emphasizing
on catering and the use of homogeneous fleet npes (Malighetti et. a1.,2009)
LCC was first pioneered by Southwest Airlines, founded by Rolling I(ing, Lamar Muse, and Herber
Kelleher in 7967. The phenomenon has become business study aviation as well as a benchmark for other
LCCs to be able to implement it successfully in their operating strategies. Then, the success of Southwest
Airlines was imitated by others such as Vanguard, America'West, I(iwi Air, Ryanair, and the like. In Asia,
this suategy was also replicated with the emergence of Air Asia in 2000 based in Mala),sid, Virg. Blue in
Australia; while in Indonesia, there u,ere Lion 
-\ir and \{'ings Air, which is a subsidiary of Lion ,{ir itself
(R osenstein , 2013).
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2. Psychological factors: These are factors derived from the internal processes of individuals that
can effect on customet behavior. Psrchological factors have four importantStocesses which
can influence customer responses on various marketing stimuli, such as motivation, perception,
learning, memory, trust and attitudes. 1
- In addition, Kotlet (2008) suggests extemal factors are factors that ztebeyond the individual customer.
These include the followings:
1,. Cultural factors: These factors relate to customer interactions with the surrounding environment
consisting of cultures, sub-cultures and social classes.
2. Social factors: These are factors related to the interaction with other customers,
reference group, tamiTy, roles and social status.
Purchase Intention and Repurchase Intention
Purchase intention refers to what customers think they are going to buy (Blackwel\ et a1.,201,2). Furthermore,
Schiffman and I(anuk Q007) state that purchase intention is a reflection of real purchase behavior.'Whereas,
Koder and I(eller Q01,2) define purchase intention as behavior that appears as a response ofwanting to make
a putchase. It is a customer tendency to behave before making a purchase decision (Dwityanti, 2008).
Moteover, repurchase intention refers to an intention to repufchase a product or service twice or mofe,
whether it is the same or different product or service. It is closely related to customer attitudes towards the
object and previous behavior. Repurchase intention is one indicator of satisfaction and also the effect of
the purchase behaviot. According to Zeng et. al., (2009), there is a positive relationship between customer
experiences of the ptoduct or service and customer tendency to feconsume product or service purchased
tlrat zre weil evaluated.





Willingness to buy: It refers to customer desires to buy the product.
Tendency to repurchase: It describes customer behavior tb rebuy the product in the future.
More repurchase: Customers always v/ant to buy more products from the same companies.
Reputchase the same type of products: It refers to customers' interest of having major
preference in the product.
Relationship of the Concepts
Customers are said to have repurchase intention when they have consumed the similar product or service
and then they are still willing to consume it in the future. Puspitasari Q006) says that repurchase intention
refers to customer impulses to make rcpeat purchases. It is part of customer purchase behavior in which
there is correspondence between the product or service performance offered by the company that can
generate customef interest to consume more in the future. Repurchase intention itself is closely related to
customer attitudes towards the object and previous behavior (Zeng et. a1.,.2009).
A research by Mahmudah (2013) shows that there is a strong relationship bet'ween
(petception, lifestyle, attitudes, emplo)'ment and motivation) and external factors
internal factors
(culture, price,
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I n f o r m a l  i n t e r v i e w s  t o  t h i r r y  
r e s p o n d e n t s  
w e r e  
h e l d  a s  a  p r e - s u r v e y  t o  d e e p e n  
t h e  
b a c k g r o u n d  
o f  t h e
r e s e a r c h .  T h e n ,  q u e s t i o n n a i r e s  w e r e  
d i s t r i b u t e d  o n l i n e  
t o  3 1 8  r e s p o n d e n t s  a n d  5 0  
q u e s t i o n n a i r e s  
w e r e
d i s t r i b u t e d  o f f l i n e  
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h e t e r o g e n e o u s  r e s p o n d e n t s  
f r o m  
d i f f e r e n t  
b a c k g r o u n d s .  B u t  o n l y  3 0 0
q u e s t i o n n a i r e s  
a r e  
v a l i d  w i t h  
r e s p o n s e  n t e  o f  8 1 , . 5 % .  
F i v e  L i k e r t  s c a l e s  a r e  u s e d  a s  
f o l l o w s :  ( 1 )  
s t r o n g l y
d i s a g r e e ,  
( 2 )  d i s a g r e e ,  ( 3 )  
n e u t r a l ,  ( 4 )  
a g r e e ,  
a n d  ( 5 )  s t r o n g l y  a g r e e .
V a d a b l e s  u s e d  
i n  t h i s  r e s e a r c h  a r e  a s  f o l l o w s :
1 .  
I n t e r n a l  f a c t o r s  r e f e r  t o  f a c t o r s  w i t h i n  
t h e  
c u s t o m e r  
h i m s e l f  o r  h e r s e l f  t h a t  c a n  
i n f l u e n c e  h i s  
o r
h e r  i n t e n t i o n  t o  
r e p u r c h a s e  L C C s  
w i t h  
t h e  f o l l o w i n g  
i n d i c a t o r s :
( r )  
( X r )  
T h e  u s e  o f  L C C s  
i s  i n  
a c c o r d a n c e  w i t h  c u s t o m e r s '  
a g e .
O )  f r r )  
C u s t o m e r s  
l i k e  t o  t r a v e l  i n  g r o u p s .
S 3 )  
T h e  p r i c e s  
o f f e r e d  b y  L C C s  a r e  
i n  
a c c o r d a n c e  u T i t h  c u s t o m e r  
l n c o m e s .
[ a )  
L C C s ' p r i c e s  a r e  
r e l a t i v e l y  
a f f o r d a b l e .
( X )  C u s t o m e r s  c h o o s e  
L C C s  
d u e  
t o  t h e i r  n e e d s  t o  a r r i v e  
i n  
t h e  d e s i r e d  d e s t i n a t i o n .
Q Q )  
N "  f r i l l s  o r  e x t r a  s e r v i c e s  
( m e a l s  
a n d  e n t e r t a i n m e n t s )  
a r e  n e e d e d  f o r  
a  s h o t  
t r i p /
f l i g h t .
( g )  
( X z )  
I t  i s  a  
v e r y  p r a c t i c a l  p a t t e r n  
o f  c o m m u n i t y  l i f e .
G r )  
6 J  
T l r .  
r e s e r v a t i o n  o f  L C C s  
i s  
v e r y  e a s y  t o  d o .
( 1 )  
Q $ )  
T r a v e l l i n g  
i s  
c u s t o m e r s ' h o b b y .
0 )  
S , o )  
C u s t o m e r s  l i k e  t o  t n -  
n e w  
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(k) (X1) LCCs'ptomotion is interesti.g.
(1) (X1) Each of LCCs has appropriate routes offered to customers.
(-) Srr) LCCs offer many choices of time schedules.
(") ff1) LCCs have become in the customers' mind.
(.) @15) Customers have positive experiences with LCCs.
External factors refer to factors coming from customers' envifonments that can influence their
intention to repurchase LCCs with the following indicators:
fr16) The ease of LCCI 
^te 
z means of transportation.
fr1r) The easy use of internet and gadgets makes life so simple.
@r) LCCs are suitable for customers from middle-low class society.
(X19) Customers choose LCCs due to friends'recommendation.
(X2) Other customers have written good reviews about LCCs in social media.
S21) There is a recommendation from families.












Validiry test is done by calculating partial correlation of each item in the questionnaires with the total score
of the variables. An item is valid if it has a value of r count more than r table at the 0.050 significance level
(Solimun, 2005). Using 30 respondents, it is found that all items in the questionnaires are valid as most
items have Pearson corelatioru higher than0.361.
In addition, reliability test is also used. A questionnaire is said to be reliable when tested repeatedly
to the same group, it will generate the same data.If the coefficient ofiCmnbacb Alpba (cr) is higher than
0.600, the instrument was reliable (Ghozali, 2005). Based on the results of this research, intemal factors
hzve Cronbach APha (u) of 0.921 for 15 items and external factors have Cmnbach APba (cr) of 0.871 forT
items. So it can be said that they are il1. reliable.
Mean and interval scales are used with the following categories:
Table 1














Furthetmore, factor analysis is used to analyze the interdependences of variables simultaneously. It
is to simplifii some of the relationship among variables to become less (Suliyanto, 2005). Some steps in








I i l b y  d o  C u s t o m e r s  
I n t e a d  
t o  
R c p u r c b a s e  L o z t  C o s t  C a r r i e r s  
( L C C S )  
i n  I n d o n e s i a ?
F o r m u l a t e  
t h e  p r o b l e m :  
F i r s g  t h e  p u r p o s e  
o f  
f a c t o r  
a n a l y s i s  s h o u l d  b e  
c l e a r .  
S e c o n d ,  
t h e
v a r i a b l e s  
i n c l u d e d  i n  t h e  a n a l v s i s  
s h o u l d  
a l s o  
b e  
d e t e t m i n e d  
b a s e d  o n  r e s e a r c h ,  t h e o r i e s ,  a n d
r e s e a r c h e r s ' . o p i n i o n s ,  a n d  t h e  s a m p l e  s i z e  s h o u l d  
b e  a p p r o p r i a t e  o r  a t  
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s h o u l d  
b e  f o u r  o t
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n u m b e r  
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v a r i a b i e s .
M a k e  
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c o r r e l a t i o n  
m a t r i x :  
T h e  p r o c e s s  o f  
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t e s t  
t h e  
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f r o m  t h e  f o l l o w i n g  t a b l e .
T a b l e 2
T h e  A d e q u a c y  o f  
K a i s e r - M a y e r - O l k i n  ( K M O )
K A V I O R e c o m m e n d a t i o n
V e r y  G o o d
G o o d
A v e t a g e
E n o u g h
B a d
V e r y  B a d
0 , 9 0 0
0 , 8 0 0
0 , 7 0 0
0 , 6 0 0
0 , 5 0 0
< 0  
5 0 0
D e t e r m i n e  
t h e  n u m b e t  
o f  
f a c t o r s :  T h i s  i s  
n e e d e d  
t o  
r e p r e s e n t  
v a d a b l e s  b e i n g  
a n a l y z e d  
b a s e d
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o f  
t o t a l  v a r i a n t s .  O n l y  
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t r a n s f o r m e d  
i n t o  a  
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m a t r i x  t h a t  
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d o n e  b y  
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0 . 4 0 0 .  
V a r i a b l e s  h a v i n g  
l e s s  t h a n  
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t h e  
m o d e l .
4 .  F I N D I N G S  
A N D  D I S C U S S I O N S
B a s e d  
o n  t h e  
f i n d i n g s  a s  p e r  T a b l e  3 ,  
m o s t  
o f  
t h e  r e s p o n d e n t s  a g e d  b e t w e e n  
1 7  
t o  
2 5  
y e a r s  o l d  
( 5 4 . 6 7 % )
t r a v d J t n g 2 - 3  
t i m e s  i n  t h e  p r e v i o u s  y e a r .  
T h e y  a r e  m o s d y  
f e m a l e s  ( 5 6 . 6 7 n ,  
s i n g l e  
$ 8 n  
a n d  s t u d e n t s  
( 3 8 % o )
w i t h  
i n c o m e  R p  
1 , 5 0 0 , 0 0 0 . 0 0  t o  R p  4 , 0 0 0 , 0 0 0 . 0 0 / m o n t h  
Q 2 . 6 7 o A .  
U s u a l l y  
t h e i r  
s p e n d i n g  
i s  l e s s  t h a n
R p  1 , 0 0 0 , 0 0 0 . 0 0  p e r  t r a n s a c t i o n  
( 4 6 . 6 7 0 A  
a n d  t h e y  t r a v e l  w i t h  
f a m i l i e s  ( 6 7 % )  f o r  p r i v a t e  p u l p o s e s  ( 7 6 W .
T a b l e  
3
R e s p o n d e n t s '  P t o f i l e
R c E o n d t n x ' P n f l c
F r e q u e n E
%  
o a t  o f  1 0 0 %
A g .
F r e q u e n c y  t o  T r a v e l
S e x
S t a t u s
O c c u p a t i o n
1 1  t o  2 5  y e a r s  o l d
2 - 3 d m e s
F e m a l s
S i n g l e
S t u d e n t s
1 , 6 4
1 5 0
1 , 7 0
2 0 4
1 1 4
5 4 . 6 7
5 0 . 0 0
5 6 . 6 7
6 8 . 0 0
3 8 . 0 0




















In addition to this, most customers are strongly agree with all indicators of internal factors as their
means are above 3.66, except indicator Xr5(Customm hawpositiae expeiences witb LCC-I) which has the lowest
mean of 3.66. But zt average, customers are sffongly agree as the average mean is 3.94 as per Table 4.
Table 4
Mean of Intemal Factors
Indicators Mean
The use of LCCs is in accordance with customers'age
Customers ljke to travel in groups
The prices offeted by LCCs are in accordance with customer incomes
LCCs' pdces ate relatively affotdable
Customers choose LCCs due to their needs to arrive in the desired destination
No frills or extra services (meals and entertainments) are needed for a short trip/flight
It is a very practical pattern of community life
The reservation of LCCs is very easy to do
Travelling is customers' hobby
Customers like to try new things
LCCs' ptomotion is interesting
Each of LCCs has appropriate toutes offered to customers
LCCs offer many choices of time schedules
LCCs have become iri the customers'mind
Customers have positive experiences with LCCs
Avetage Mean
Table 5 shows that customers are stongly agree only with 3 of 7 indicators in external factors, which
are (Xr) The ease of LCCs are a means of tranrportation,Ci.') The eag ase of interruet and gadgets makes lfe so sinpb
and (X1) LCCs are suitablefor customersfrom niddl*-low class sociefl. Their mezins are above 3.66.Butataveragg
customers are still strongly agree as the avetage mean is 3.72. Tl.:tts can be seen as per table 5 below.
Table 5







































The ease of LCCs are a means of transportation
The easy use of internet and gadgets makes life so simple
LCCs are suitable for customers from middle-low class society
Customets choose t'CCs due to ftiends'recommendation
Other customers have written good revierrs about LCCs in social media
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I n t e n d  t o  R e p u r c h a s e  
L o u s  C o s t  C a n i e r s  
( L C C S )  
i n  
I n d o n e s i a ?
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6 , 2 2 8
1 , 8 7 0
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1 , , 3 1 2
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0 , 8 8 9
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0 , 6 6 4
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7 4 , 1 , 9 9
7 7 , 3 6 1 ,
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9 0 , 4 0 0
9 2 , 3 0 6
9 4 , 1 0 6
9 5 . - 8 1
9 - . 3 8 8
9 8 . - 8 9
1  L | { , t - r _ l l _ x _ l
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Based on loading factors in the component marrir, it is known that the correlgtion between one
variable with factors to be has relative number.s-ith other factors. Therefore, it is necess&ry to do 
^ 
totzltton
process so that data are easier to intelpret. From the rotated component matrix, 21 variAbles are successfullr-
extracted into five new factors based on the greatest correlation values. These five new factors can be
gouped as per TableT.
Tab[eT
Loading Values of Five New Factors





X$ Customers have positive experiences udth LCCs 0.492
X1e Customers choose LCCs due to friends'tecommendation 0.742
X2s Other customers have written good reviews about LCCs in social media 0.792
X, There is a recommendation from families 0.787
Xs Customers choose LCCs due to their needs to arrive in the desired 0.549
destination


























X, LCCs' promotion is interesting '
Xl2E,ach of LCCs has appropriate routes offered to customers
\, LCCs offet many choices of time schedules
\* LCCs have become in the customets'mind
Practical X, It is a very practical pattern of community life
Factot X, The reservation of LCCs is very easy to do
Xru The ease of LCCs are a means of transportation
X, The easy use of internet and gadgets makes life so simple
Amusement \TravelJing is customers' hobby
Factor \6 Customers like to try new things
X, Customers feel proud as they can travel to various places using LCCs
& Th. use of LCCs is in accordance with customers' age
X, The prices offered by LCCs ate in accotdance with customer incomes
Xo LCCs'prices are relatively affordable
Xr* LCCs are suitable for customers from middle-low class society
Expeientialfactorhas contributed as much as 29.6580/o, meaning that internd and external experiences
has impacted customer to repurchase LCCs. Based on the results of the research, 67.34o/o of the respondents
travel by LCCs with their friends, families and relatives. As many as 78o/o of the respondents fly ''si&
LCCs for private or petsonal business. This is in line with Yosefa and Sanjaya Q011) who state that social
envitonments (including famiJies, friends, and reference groups) can be one important source that customers
relies upon in their purchase decision.
Positive customer experiences with LCCs can also become a very good recommendation in shaping
customer confidence to repurchase LCCs in the firture. Fahrian Q01,5) study shows that trust has influenced
customers' intention to repurchase a product or senice. Chang et. al., Q010) also confirm that there is a
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i n  c u s t o m e r  
i n t e n t i o n  t o  
r e p u r c h a s e  
a  p r o d u c t  
o r  s e r v i c e .
C u s t o m e r  n e e d s ' f a c t o r  
e x p l a i n s  w h v  
c u s t o m e r s  
n e e d  
a i r  
t r a n s p o r t a t i o n  l i k e  
L C C s .  
T h r e e  
h u n d r e d  
o u t
o f  t h r e e  
h u n d r e d  a n d  s i x t y  e i g h t  
( 8 1 . 5 % o )  r e s p o n d e n t s  m a k e  u s e  o f  
L C C s  m i n i m a l l y  n v i c e  i n  t h e  
l a s t  
y e a r
Q 0 1 5 - 2 0 1 6 ) .  
T h e s e  c u s t o m e r s  
h a v e  a l r e a d y  r e p u r c h a s e d  
L C C s .  I t  i s  i n  a c c o r d a n c e  w i t h  
Z e n g  e t .  a l . ,  
Q 0 0 9 )
w h o  s t a t e  
t h a t  r e p u r c h a s e  
i n t e n t i o n  r e f e r s  t o  
c u s t o m e r  
i n t e n t i o n  t o  
r e b u y  
t h e  s a m e  
o r  d i f f e r e n t  p r o d u c t
o r  
s e r v i c e  
a t  l e a s t  t w i c e  o r  
m o r e .
T h e  d a t a  a l s o  d e s c r i b e  
h i g h  c u s t o m e r  
i n t e n t i o n  
t o  
r e u s e  o r  r e p u r c h a s e  L C C s  
i n  I n d o n e s i a .  
T h e  
i n d i c a t o r s
i n  c u s t o m e r n u d s ' f a c t o r s h o w t h a t  c u s t o m e r s  
f l y w i t h  L C C s  
f o r  
t h e  p u r p o s e  o f  
a r r i v i n g  a t  t h e  d e s i r e d  d e s t i n a t i o n
f a s t e r  
w i t h o u t  
h a v i n g  t o  
p a y  
e x t r a  s e r v i c e s .  
B e s i d e s  t h a t ,  e a c h  o f  L C C s  a l s o  o f f e r  
a p p r o p r i a t e  r o u t e s  a n d
m a n y  c h o i c e s  o f  f l i g h t  s c h e d u l e s  s o  
t h e r e  
^ r e  
m  
n y  
o p t i o n s  
f o r  c u s t o m e r s  t o  c h o o s e  
L C C s  
a c c o r d i n g l y .
F u r t h e r m o r  e ,  
p r a c t i c a l f a c t o r i s  
s u p p o r t e d  
b y  
t h e  r e s u l t  o f  t h i s  s t u d y  
i n  
w h i  c h  5 4 . 6 7 0 / o  
o f  t h e  r e s p o n d e n t s
a r e  y o u n g  
a d u l t s .  Y o u n g  a d u l t s  
a r e  t h e  o n e s  w h o  
h a v e  
p t a c t i c a l  
l i f e  s t y l e  a n d  
u p  
t o  d a t e  
c o n c e r n .  T h i s  i s
i n  l i n e  w i t h  a  
s t u d y  
b y  
A r e s a  
Q 0 1 2 )  
w h o s e  
r e s u l t  
s h o w s  
t h a t  
l i f e  
s t y l e  
h a s  
p o s i t i v e  
i n f l u e n c e  o n  
r e p u r c h a s e
i n t e n t i o n .
T h e  e a s e  u s e  o f  o n l i n e  
r e i e r v a t i o n  o f f e r e d  b y  
L C C s  w i t h  t h e  h e l p  o f  
u p  t o  
d a t e  g a d g e t s  
a p p l i c a t i o n s
c a n  e n c o u r a g e  c u s t o m e r  
i n t e r e s t s  t o  
r e p u t c h a s e  
L C C s .  
T h i s  
i s  i n  a c c o r d a n c e  w i t h  
W i l i a n t J  
Q 0 1 , 2 )  
w h o  s t a t e s
t h a t  a  c u s t o m e f - o r i e n t e d  
b u s i n e s s  w i l l  b e  v e r y  s u c c e s s f u l  
w h e n  a  c o m p a f l y  
i s  a b l e  t o  u n d e r s t a n d  c u s t o m e r
p e r c e p t i o n  b y  p r o v i d i n g  
a  p r o d u c t  o r  s e r v i c e  
a c c o r d i n g l y .
A m u s e m e n t  
f a c t o r  
r e f e r c  
t o  
c u s t o m e r  
n e e d s  
o f  
f u n  a n d  l e i s u r e .  T h e  
i n d i c a t o r s  
g r o u p e d  
i n  t h i s  
f a c t o r
i n c l u d e  t h e  
n e e d  
t o  
t r a v e l  a r o u n d  a n d  t r y  
n e w  e x p e r i e n c e s  a s  w e l l  
a s  
t o  s h o w  
s e l f -  a c h i e v e m e n t .  
T h i s  i s
s u p p o r t e d  
b y  t h e  f a c t  t h a t  
r e s p o n d e n t s  o f  t h i s  s t u d y  
a r e  d o m i n a t e d  b y  y o u n g  
a d u l t s  a g e d  1 , 7  t o  2 5  y e a r s
o l d  a n d  3 8 o h  o t x  o f  5 4 , 6 7 o h  
a r e  s t u d e n t s .
K o d e r  ( 2 0 0 8 )  e x p l a i n s  t h a t  
c u s t o m e r  
j o b s  
a f f e c t t h e i r  
p a t t e r n s  o f  c o n s u m p t i o n  
a n d  c u s t o m e r  t a s t e s  a r e
r e l a t e d  
w i t h  
a g e .  
S t u d e n t s  
t e n d  t o  h a v e  m o r e  t i m e  t o  
e n t e r t a i n  t h e m s e l v e s  c o m p a r e d  w i t h  
t h o s e  
w h o  
h a v e
a l r e a d y  w o r k e d  p e r m a n e n d y  
a n d  t h o s e  w h o  
h a v e  f a m i l i e s .  A t  t h e  a g e  o f  
1 7  t o  2 5  y e a r s  o l d ,  y o u n g  a d u l t s
a r e  
i n  
t h e  p h a s e  o f  
f i n d i n g  t h e i r  s e l f - i d e n t i t y .  
O n e  o f  t h e  
i n d i c a t o r s  
s h o w i n g  
c u s t o m e r s '  p r i d e  
a s  
t h e y  c a n
g o  
a r o u n d  t o  m a n y  p a r t s  
o f  t h e  w o d d  
i s  
c o n s i s t e n t  
w i t h  y o u r r g  a d u l t s '  
J i f e  
s r y l e  
a n d  c h a n c t e r c  o f  
f u n ,  
a c t i u e
a n d  e n e r g e t i c .  
A n d  
t h i s  
c a n  b e  d o n e  b y  
f l ) o t g  
w i t h  
L C C s .
F i n a l l y  c a s t o m e r  l i f e - E c l e f a x o r i s  g r o u p e d  
b a s e d  
o n  
c u s t o m e r  
z g e  a n d  e c o n o m i c  c o n d i t i o n .  
M o s t  o f  t h e
r e s p o n d e n t s  
a r e  y o u n g  
a d u l t s .  S o m e  
o f  
t h e m  
a r e  
s t u d e n t s  
w h o  
m a y  n o t  
w o r k  
a t  a l l .  
S o m e  
m a y  h a v e  i l r e a d y
w o r k e d  a n d  
t h e i r  
s a l a r i e s  
m a y  o n l y  b e  e n o u g h  t o  s u p p o r t  
t h e m s e l v e s .  A r o u n d  3 2 . 6 0 / o  o f  
t h e  r e s p o n d e n t s
h a v e  a l l o w a n c e  o r  
i n c o m e  b e t w e e n  o n e  a n d  a  
h a l f  m i l l i o n  t o  
f o u r  m i l l i o n  r u p i a h s .  N { o s d y  t h e y  s p e n d  l e s s
t h a n  o n e  m i l l i o n  r u p i a h s  o f  b u y i n g  
L C C  t i c k e t  p e r  t r a n s a c t i o n  w h i c h  
i s  i n  a c c o r d a n c e  w i t h  c u s t o m e r  
l e v e l
o f  a l l o w a n c e  o r  i n c o m e .  
,
S p i e r s  
e t .  a l . ,  
Q 0 1 . Q  
d e s c r i b e s  
t h a t  c u s t o m e r  
b e h a v i o r  i s  a  s t u d y  f o c u s i n g  o n  c u s t o m e r  
a c t i v i t i e s  w h i c h
i n c l u d e s  h o w  
a n d  w h y t u s t o m e r s  
b u r  
a  p r o d u c t  o r  s e r v i c e .  O n e  o f  t h e  
r e a s o n s  \ r h r  c u s t o m e r s  b u y  t h e
Andreani, Fransisca, Stepbania Mni.@er4 and Putri, Elizabeth Paulina Dui
product or service is shaped by family life-c,rde as'sell es age, gender, number of people
any point of time (Kotler,2008). \
These five new factors have respectively related with customet experiences, neqds, convenience and
practicality, amusement as well as customer life c-rcle in repurchasing LCCs. Customers tend to repurchase
LCCs as LCCs can fulfiIl customer needs and wants. \Fhen there is a conformiry between'a product or
service offered by LCCs with its performance, it can generate customer interest to repurchase the same
product or service in the future.
5. CONCLUSION AND ACKNOWLEDGEMENT
Using factor analysis, internal and external factors can be extracted into five new factors (experientialfartur,
customer needs' factor, pmctical factor, amuserTtent factor and customer lfe-Ecle factof influencing customer buving
intention of LCCs. The biggest contribution is experientialfactormeaning that customers have good experiences
with LCCs, whereas the least contributionis custoruer lfe-Eclefaxor.
Due to the fact that some LCCs in Indonesi^mzy delay their flight scheidules byinforming customers
only one day or even a few hours before their departures; so fot LCCs' management, it is suggesl6d that
LCCs can improve their standard services )ike flight schedules' 
^ccr)racy as this is also regulated by Minister
of Transportation of Republic of Indonesia for cpmm eriril, ur transport companies, especially regulation
number 89 of 2015 regarding delay management of scheduled commetcial ait transpottation. In addition to
this, faciJity for baggage handling needs to be improved due to the high demand of customers for todat's
air transpott services in Indonesia.
For further research, it is recommended that questionnaires could be equally distributed not only online
but offline as well. The online distribution cguld not guarantee the equal distribution of respondents' ages
even though the researchers have made some restrictions of respondents aged over 25 yeats old. That is
why respondents aged 17 to 25 years old dominated this reseatch. Besides that, it is advisable to use other
variables that can generate customer repurchase intention.
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in the familv at
- r
W h y  d o  C u s t o m e r s  I n t e n d  t o  R e p u r c h a s e  
L o z o  
C o s t  C a r r i e r s  
( L C C S )  
i n  I n d o n e s i a ?
G h o z a h , I .  ( 2 0 0 5 ) ,  M o d e l  
p e r s a m a a n  
s t r u k t u r a l .  S e m a r a n g :  
B a d a n  P e n e r b i t  U n i v e r s i t a s  D i p o n e g o r o .
I n i  a l a s a n  
p e n a d i k  
m e n d l i h  
p e s a w a t  
t e r b a n g .  ( A u g  1 8 ,  2 0 1 , 2 ) , R e t r i e v e d  M a r c h  1 , 2 , 2 0 1 6 ,  f u o m h t t p : /  
/ w w w . r e p u b J i k a . c o . i d /
b e r i t a f  
n m a d h a n / i n f o - m u  
d l k /  
1 2 / 0 8  
/  
1 , 8 / m 8 x 3 z d - i n i - a l a s a n - p e m u d i k - m e m i l i h - p e s a w a t - t e r b a n g .
I r u i l a b  a l a s a n  m e n g @ a  n a i k  
p u a w a t  
l e b i b  
b e n a t  t l i b a n d i n g  k e r e t a  d a n  
b a s .  
Q { a t c h  
1 3 , 2 0 1 5 ) ,  R e t r i e v e d  M a r c h  1 2 ,  2 0 1 . 6 ,  f r o m
h t r y  
/  / b l o g . t r a v e l o k a . c o m  / i n t l a h - i l a s a n - m e n g a p a - n a i k - p e s a v i a t l e b i h - h e m a t - d i b a n d i n g - k e r e t a - d a n - b u s /
K o d e r ,  P .  
( 2 0 0 8 ) ,  
M a n E e m e n  
p e m a r a r a n  
Q Y I i l e t i u m  
e d ) ,  B e n y a m i n  M o l a n ,  T r a n s .  
J a k a r t a :  
P T .  P r e n h a l l i n d o .
K o t l e r ,  P .  
&  K e l l e r ,  K .  L .  
Q 0 1 , 2 ) ,  
M a r k e t i n g  r u a n a g e m e n t  ( 1 4 ' h  e d ) ,  N e w J e r s e y :  P r e n t i c e  H a l l .
L i a u ,  B .  Y .  &  T a n ,  P .  P .  
( 2 0 1 4 ) ,  
G a i n i n g  c u s t o m e r  
k n o w l e d g e  i n  l o w  
c o s t  a i d i n e s  
t h r o u g h  
t e x t  
m i n i n g .  
I n d u s t r i a l M a n a g e r n e n t
d y  
D a t a  S l s t e n s ,  
1 4 4  
( 9 ) , 1 3 4 4 - 1 3 5 9 .
L i n ,  L .  Y .  &  C h e n ,  Y .  S 7 .  ( 2 0 0 9 ) ,  A  s t u d y  o n  t h e  i n f l u e n c e  o f  p u r c h a s e  i n t e n t i o n s  o n  r e p u r c h a s e  d e c i s i o n s :  
T h e  
m o d e r a t i n g
e f f e c t s  o f  
r e f e r e n c e  g r o u p s  a n d  p e r c e i v e d  r i s k s .  T a u i s m  f u u i e w ,  6 4  ( 3 ) , 2 8 - 4 8 .
M a h m u d a h ,  R .  ( 2 0 1 3 ) ,  P e n g a r u h  
f a k t o r  i n t e r n a l  
d a n  
f a k t o r  
e k s t e r n a l  
t e r h a d a p  k e p u t u s a n  p e m b e J i a n  
d i  M i n i m a r k e t  L i m a -
l i m a  B e n o w o  S w a b a y a .  
J u m a l  
P e n d i d i k a n  T a t a  N i a g a ,  
1  ( 1 ) ,  R e t r i e v e d  M a r c h  8 , 2 0 1 6  f r o m  E - J o u r n a l  U N E S A .
M a i m a ,  
R .  
Q 0 1 , 2 ) , A n a l i s i s p e n g a r u b  
k E e r c a l a a n p e l a n g a n  
d a n  k u a l i t a s p e q t a i l a n  t e r b a d q  i k a P p e l a n g a n  d a n  i m p l i k a s i r y a  
t e r b a d a P
k e p u t a s a n p e n b e l i a n  
a l a n g ( s t u d i  
k a s a s p a d a C V .  
M u k t i M a n u n g g a l S e m a r a n g ) ,  R e t r i e v e d  M a r c h 2 2 , 2 0 1 6  f r o m  D i p o n e g o r o
U n i v e r s i t y .  
S e m a r a n g .  h t t p s : f  
f  
c o r e . a c . u k / d o w n l o a d / f i l e s l 3 7 9 / 1 1 7 3 4 4 5 2 . p d f .
M a l i g h e t t i ,  P . ,  P a l e a r i ,  S . ,  a n d  R e d o n d i ,  
R .  ( 2 0 0 9 ) ,  
P r i c i n g  s t r a t e g i e s  o f  
l o u r - c o s t  a i d i n e s :  T h e  R y a n a i r  c a s e  
s t u d ) ' .  
/ r u m a l  
o f
A i r T r a n s p o r t  M a n a g e m e n t .  
1 5  ( 2 0 0 9 ) ,  1 , 9 5  
-  
2 0 3 .
I \ { o l e s w o r t h ,  
M .  ( 2 0 0 6 ) ,  
" R e a l  b r a n d s  
i n  i m a g i n a r y w o d d s :  I n v e s t i g a t i n g  
p l a y e r s "  E x p e r i e n c e s  
o f  b r a n d  
p 1 ^ . . r 1 s n 1  i n  
d i g i t a l
g a m e s .  
J o u m a l  
o f  C o n s u m e r  B e b a u i o a r  5  
( 4 ) , 3 5 5  
-  
3 6 6 .
P h a n t u r a ,  
G .  ( 2 0 1 1 ) ,  T h e  8 ' h  S M E I  i n  a  
g l o b a l  
e c o n o m l  
c o n f e r e n c e  2 0 1  1  :  
' W s i n g  
t o  t b e  
g l o b a l  
c h a l l e n g e :  
E n t r e p r e n e u r s h i p  
a n d  
S M E s
d e u e l o p m e n t  i n  A s i a " . R e t n e v e d  
M a t c h  1 , 1 , 2 0 1 6  f u o m h t t p : /  
/ u v w . n k c . k k u . a c . t h / s m e s c o n f e r e n c e 2 0 l l .
P u s p i t a s a r i ,  D .  
Q 0 0 6 ) , A n a l i s i s p e n g a r u b p e r s e p s i  
k a a l i t a s  d a n  k e p u a s a n p e l a n g a n  
t e r b a d a p  m i n a t  b e l i  a l a n g ( s t u d i  
k a n s p a d a  
n a s k q a i
p e n e r b a n g a n  
G a r u d a  k e b e r a n g k a l a n  
S e m a r a n ! ,  R e t r i e v e d M a r c h 2 2 , 2 0 l 6  
f r o m D i p o n e g o r o  
U n i v e t s i t y .  S e m a r a n g .  
h W r /  
/
e p r i n t s . u n d i p  . a c . i d  
/  
9  6 9 8  
/  
1 .  
/  
2 0 0 6 M N 1 5 0 4 0 . p d f .
R o s e n s t e i n ,  
D .  
E .  ( 2 0 1 3 ) ,  T h e  c h a n g i n g  
l o w - c o s t  
a i r l i n e  
m o d e l :  A n  a n a l y s i s  
o f  s p i r i t  a i r l i n e s .  A u i a t i o n  T e c h n o l o g y  C r a d u a t e
S t u d e n t P u b l i c a t i o n s , P a p e r  
1 9 .  R e t r i e v e d  M a r c h  8 , 2 0 1 . 6  
f r c m h t t p : /  
/ d o c s . l i b . p u r d u e . e d u / c g i / v i e w c o n t e n t . c g i ? a r t i c l
e =  1  0 1  8 & c o n t e x t = a t g r a d s .
S c h i f f m a n ,  L .  G .  &  K a n u k ,  L . L .  
( 2 0 0 T ,  
C o n s a m e r  
b e h a u i o r  ( 9 &  e d ) ,  
N e w J e r s e y :  
P r e n t i c e  H a l l .
S o l i m u n .  ( 2 0 0 5 ) ,  A p l i k a s i  s o f n a a r e  A m o t  :  S t r a c t u r a l  
E q u a t i o n  M o d e l i n g .  M a l a n g :  B n w l j a y a  U n i v e r s i r y .
S p i e r s ,  S . ,  G u n d a l a ,  
R .  R . ,  
&  S i n g h ,  
M .  ( 2 0 1 , 4 ) , C u l t u r e  a n d  c o n s u m e r  b e h a v i o t -  a  s t u d y  o f  T r i n i d a d  &  T o b a g o  a n d J a m a c a .
I n t e n t a t i o n a l  
J o u r n a l  
o f  M a r k e t i n g S t u d i e s .  6  
( 4 ) , 9 2 - 9 9 .
S u l i y a n t o .  
Q 0 0 5 ) ,  
A n a l i s i s  d a t a  d a l a m  
E l i k a - r i  
p e n t a s a r a n .  
B o g o r :  G h a l i a  
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